This study investigated the preference for and use of politeness strategies (direct and indirect) by native speakers and advanced non-native speakers of Spanish when declining an invitation (role-play) in three levels of social status (equal and unequal [higher and lower] 
Introduction
The notion of communicative competence represents a major challenge in the acquisition of the sociocultural values of any language. This concept was introduced by Hymes to refer to the acquisition of 'competence as to when to speak, when not, and as to what to talk about with whom, and L2 speakers of Puerto Rican Spanish (Ramos 1991) and Peninsular Spanish (Margalef-Boada 1993) . More empirical studies examining the preference for and use of politeness strategies in other sociocultural settings are needed among native speakers (NSs) and advanced L2 learners to provide additional insights regarding the nature of interlanguage pragmatics.
The studies above suggest that speech act performance in an L2 is a complex task for non-native speakers (NNSs) because their speech needs to reflect the appropriate strategies used by NSs of the target language. Failure to speak appropriately according to the strategies used by NSs or the inability to understand what is meant by what is said will result in a communicative or pragmatic failure (Thomas 1983) . Pragmatic failure may lead to a transfer of the pragmatic strategies used in the L1 to the L2. From a sociolinguistic perspective, pragmatic transfer refers to the 'transfer of L1 sociocultural communicative competence in performing L2 speech acts or any other aspect of L2 conversation, where the speaker is trying to achieve a particular function of language' (cited in Beebe et al. 1990: 56) .
Kasper distinguished two types of pragmatic transfer: positive transfer occurs 'when learners' production of a pragmatic feature is the same (structurally, functionally, distributionally) as a feature used by target language speakers in the same context and when this feature is paralled by a feature in learners' L1 ' (1998: 193) . Negative transfer, on the other hand, is observed 'when a pragmatic feature in the interlanguage is (structurally, functionally, distributionally) the same as in L1 but different from L2 ' (1998: 194) . Instances of negative pragmatic transfer in the L2 may be motivated by three main factors: 1) low level of linguistic proficiency in the L2 (Scarcella 1979; Takahashi 1996) , 2) lack of L2 sociocultural knowledge (Widjaja 1997) , and 3) the level of social status (equal and unequal) in the situation (Beebe and Takahashi 1989; Beebe et al. 1990; Bardovi-Harlig and Hartford 1990, 1991; Nelson et al. 1998) . Sociocultural inappropriateness in apology situations in NNSs has been examined in Cohen and Olshtain (1981) . The issue of sociocultural inappropriateness in interlanguage pragmatics, especially in the speech act of declining an invitation, however, needs to be examined more extensively. This paper begins by reviewing the literature on politeness followed by an examination of one study on Spanish refusals. Next, the results of the current study, which compare the use of politeness strategies between NSs and advanced NNSs of Spanish, will be presented. Brown and Levinson (1987) viewed language functions or speech acts as face threatening acts (FTAs) in that the moment we do something with language Ϫ for instance, promising, advising, ordering, or inviting Ϫ we threaten the hearer's self image. As a result of this threat, the hearer resorts to a series of strategies to defend his/her public image. These language strategies serve to minimize or eliminate such threats. Brown and Levinson proposed what they considered to be a universal model of politeness strategies comprising five categories: bald on record, off record, positive politeness, negative politeness, and do-nothing. Bald on record strategies are usually performed by means of a direct speech act (e. g., 'turn off the light'). Off-record strategies, on the other hand, are indirect uses of the language where the speaker's communicative intention is vague or ambiguous (e. g., understatement and rhetorical questions). With respect to these two strategies, Gudykunst and TingToomey refer to a direct style of communication as one which 'explicitly states one's feelings, wants, and needs ' (1988: 100) , whereas an indirect style refers to 'verbal messages that camouflage and conceal the speaker's true intentions in terms of their wants, needs, and goals in the discourse situation ' (1988: 100) . Positive politeness strategies are used to satisfy the hearer's desire to be liked or acknowledged (e. g., solidarity). Negative politeness strategies, on the other hand, are used to satisfy the hearer's desire to be respected and recognized. Finally, do-nothing strategies are those strategies whereby the speaker chooses to remain silent.
Theoretical framework
In her study of communicative speech act patterns, García (1992) examined the politeness strategies used by Peruvian speakers when refusing an invitation in one role-play situation in which the interlocutors were of equal status. In the role-play situation, the twenty participants (10 males and 10 females) were told to decline an invitation to a female interlocutor. These strategies were analyzed according to Brown and Levinson's (1987) theory of politeness and revised by Scollon and Scollon (1983) into two categories: solidarity and deference. These strategies were then classified into Head Acts or Supportive Moves (Blum-Kulka, House, and Kasper 1989) . According to García, the speech act for refusing an invitation is comprised of two stages: 1. invitationϪresponse, and 2. insistenceϪresponse. The second stage of the speech act was used because, according to the author, in this Peruvian sociocultural setting, the act of insistence constitutes a politeness strategy, an expected behavior in this society; not insisting 'might make the invitation sound insincere and the potential guest feel unwanted ' (1992: 237) . Results were provided for each stage of the interaction. In the first stage, both male and female participants chose deference politeness over solidarity politeness strategies. Unlike the first stage, in the second stage of the interaction, participants preferred using solidarity politeness strategies as Head Acts. García concluded that in this Peruvian cultural setting, 'insistence was a cultural expectation ' (1992: 234) . Refusals constitute a major cross-cultural challenge for NNSs because they require a high level of pragmatic competence. Refusals involve long, negotiated sequences resulting in 'some degree of indirectness' (Beebe et al. 1990: 56) , especially because the person who refuses tends to mitigate the force of the speech act. Because refusals are complex speech acts and are culture-specific, the refusal of an invitation may require long sequences of negotiations whereby the interlocutors negotiate an agreement. Finally, refusals are sensitive to other sociolinguistic variables, such as status and gender. Beebe et al. (1990) , Bardovi-Harlig and Hartford (1990) , and Nelson et al. (1998) observed that maintaining unequal social status with the speaker and the hearer affects the use of speech act strategies. In her studies of Spanish invitations (refusing and requesting), García (1992 García ( , 1999 reported differences between male and female participants in equal-status situations.
One objective of the present paper will be to investigate the similarities and differences between L1 and L2 politeness strategies employed by NSs and NNSs when declining an invitation in three levels of social status (equal and unequal [higher and lower] ). This paper will analyze the strategies that constitute the speech act of declining an invitation, taking into account the frequency of refusal strategies or semantic formulas (Fraser 1981) . In the framework of Corpus Linguistics, Caravedo suggested that 'quantitative analysis is the most appropriate method for accurately capturing both heterogeneity and homogeneity, as well as that which is relatively stable in the broadest sense ' (1999: 78, 
my translation and my emphasis).
A second objective will be to examine the degree of directness between the participants when declining an invitation. A brief description of particular instances of direct refusals among the three groups will be provided. A third objective of this paper is to examine some of the factors that influence transfer of L1 sociocultural knowledge to L2 contexts when performing the speech act. The final objective of the current study will be to examine the participants' social perceptions with respect to the act of declining an invitation by means of a retrospective verbal report (RVR) (Cohen 1998; Ericsson and Simon 1993) . As observed in the speech act literature, the use of RVR has its limitations (Cohen 1987 (Cohen , 1998 .
The following research questions will be investigated: 
Materials and procedures for data collection
To obtain natural speech act performance, Wolfson pointed out that data need to be gathered 'through [direct] observation and participation in a great variety of spontaneously occurring speech situations ' (1981: 9) . Other researchers, however, have noted some disadvantages with respect to naturalistic data gathering (Cohen 1996; Kasper 1999) . Thus, for the current study an open role-play situation, rather than spontaneous situations, was selected (cf. Scarcella 1979) .
The data collection instrument consisted of five simulated open-role play situations: one apology, one complaint, and three refusals to an invitation. Of these, the first two speech acts (the apology and the complaint) were used as distractors; the other three situations served as the experimental role-plays (see Appendix A). Each role-play required a refusal to a person of higher status (employee to boss), one to a person of a lower status (professor to student), and one to a person of equal status (friend to friend). The order of the role-plays was randomized. All oral interviews took place at an office at the University of Minnesota. Before the interview, the researcher asked each participant to fill out a consent form giving their permission. If they were willing to participate, they were given a background questionnaire to fill out. Two female research assistants participated in the study: a Peruvian native Spanish speaker served as the Spanish speaker for the two groups of Spanish data (SPNϪSPN and ENGϪSPN), and an American speaker of English interacted with the ENGϪENG group. The oral interview was divided into two sessions which were both tape-recorded: the roleplay interaction and the RVR. Each participant was asked to engage in a role-play conversation with the research assistant. Immediately after the interview, the audio tape was played back and the researcher carried out the RVR interview (see Appendix B). Each oral interview lasted approximately 30Ϫ45 minutes.
Data analysis
In the present study, García's (1992) analysis of two stages of the invitation was followed: 1) invitationϪresponse, and 2) insistenceϪresponse. The refusals were classified according to a modified version of Beebe et al.'s (1990) classification of refusals (see Appendix C for examples of each strategy). In addition to the classification of refusal strategies proposed by Beebe et al., and following the classification proposed by Scollon and Scollon (1983) , the category of Solidarity was added.
The 90 separate role-play interactions were tape-recorded and transcribed according to the conventions designed by Jefferson (1986: ixϪ xvi) . The refusals were analyzed as consisting of a sequence of semantic formulas or main strategies used by the participants in each group. The most frequent strategies used by the ENGϪSPN (interlanguage data) were compared to the L1 baseline groups (SPNϪSPN, ENGϪENG).
To ensure comparison among the three groups, the strategies employed by the ENGϪENG group were also analyzed in each stage of the conversation. Since an insistence is not always appropriate or expected in this sociocultural setting (United States), especially in those cases of unequal status, the strategies attested in the second stage of the interaction were counted only in those cases where the interviewer, an NS of American English, considered it appropriate to insist.
Results and discussion
In order to answer the research questions, we will examine the overall use and preference for strategies among the three groups (SPNϪSPN, ENGϪSPN, and ENGϪENG), including the three levels of status (equal, lower, and higher), males and females, and both stages. Next, to when declining an invitation is situation-or context-dependent, the preference for these strategies in each social status, each stage, and for each group will be analyzed. Then, the results from the retrospective verbal report with respect to the use of direct strategies in declining an invitation will be compared to those from the speech act performance data (i. e., role plays). Finally, instances of social transfer from the L1 will be examined.
Preference of strategy use among the three groups: Overall results
The number of strategies or semantic formulas used by the three groups totalled 1,320, distributed in 22 coding strategies. These data are presented in Table 1 .
As Table 1 shows, the SPNϪSPN group displayed the highest number of strategies (n ϭ 521), followed by the ENGϪSPN (n ϭ 498), and, finally, the ENGϪENG group exhibited the lowest number (n ϭ 301).
Based on the results in Table 1 , the following general similarities and differences were observed among the three groups: of the 22 categories representing politeness strategies, only 21 were attested in the SPNϪ SPN and ENGϪSPN groups. There were no cases of the Wish strategy (e. g., 'I wish I could be there') among the SPNϪSPN group and no cases of the Discomfort strategy among the ENGϪSPN or the ENGϪ ENG groups. Among the ENGϪENG group, six categories were not attested (Accepting Fault, Discomfort, Explicit Acceptance, Let Interlocutor off the Hook, Mitigated Acceptance, and Solidarity), resulting in the use of only 16 categories. Examples of these strategies which were attested in the SPNϪSPN data are displayed in (1) The SPNϪSPN and the ENGϪSPN groups also displayed similarities and differences. As shown in Table 1 , these groups displayed six strategies (Indefinite Reply, Gratitude, Requesting Information about Event, Repetition of Request, Mitigated Refusal, and Negative Willingness) in the same descending order and with similar frequencies. In fact, chisquare results indicated no significant differences in the use of these strategies between the two groups, suggesting that the speakers in the ENGϪSPN group have achieved a high level of sociocultural competence in the use of these strategies. The following strategies in examples (13)Ϫ (18) ) results for these strategies are shown in Table 2 : These results suggest that among the three groups, the advanced NNSs of Spanish favored the use of the Hedging strategy significantly more than the two baseline groups. It can be speculated that the presence of this strategy in the ENGϪSPN group may be a product of their interlanguage development. More research is needed with advanced NNSs of Spanish to confirm this hypothesis. Finally, differences were also detected in each social status with respect to the number of strategies used by each group in the three levels of status. This is illustrated in Table 4 . Table 4 shows that all three groups used more strategies when declining the invitation from a friend. For Americans speaking English, Beebe et al. (1990) found similar results. The SPNϪSPN group used more strategies involving more negotiation, when they were in a higher social status (i. e., professor), and fewer strategies when they were in a lower social status (i. e., employee). These results differed from both the ENGϪENG and the ENGϪSPN groups who employed more strategies when they were in a lower status position (i. e., the employee); less negotiation was involved when they were in a position of higher social status (i. e., professor). In summary, overall results showed different preferences for politeness strategies when declining an invitation among the three groups. These results suggest that there is a high degree of interlanguage variation in the use and preference for refusal strategies among the ENGϪSPN group. Negative transfer of these strategies was also attested. ). An examination of the data, however, revealed different degrees in the use of the strategies preferred by the three groups. The ENGϪENG group was more direct in declining an invitation, while the SPNϪSPN group was less direct. The data of the ENGϪSPN group displayed an intermediate frequency with respect to the baseline groups, indicating that the strategies for declining an invitation used by NNSs represented a hybrid level of directness, a product of their interlanguage development; that is, these speakers were less direct than those of the ENGϪENG group, and more direct than those in the SPNϪSPN group. It was also noted that the number of participants favoring direct strategies was conditioned by the social status of the situation. This can be observed in Table 5 . As Table 5 shows, among the Latin Americans it was more common to decline an invitation using more direct strategies among friends, while a lesser degree of directness was preferred in situations of unequal status (higher and lower). On the other hand, the English baseline group showed the opposite pattern: in situations of unequal social situations, five participants preferred declining an invitation with a higher frequency of direct strategies, while in situations of equal status, only four participants favored the use of direct strategies. Finally, the ENGϪSPN data showed speech act patterns displaying a tendency towards the English baseline data. The number of participants in the ENGϪSPN group preferring direct strategies was most similar to the ENGϪENG group, especially in the situations of unequal status. This reflects an instance of partial negative transfer from the L1 to the L2 context. This behavior was observed in at least half of the ENGϪSPN participants in situations of unequal status. The use of direct strategies displayed in each situation and in each stage of the conversation will now be examined.
Direct strategies: Results in each situation, each status, and each stage
In the equal status situation (Situation 1), the respondent declines a friend's invitation to a birthday party. Results for the first stage of the interaction can be observed in Table 6 . In both baseline groups, males showed a higher degree of directness. Unlike the first stage of the interaction, the ENGϪSPN group did not show any degree of directness in the second stage. Overall, when declining an invitation from a friend, during the first stage of the conversation, the ENGϪENG group showed a higher degree of directness in their use of strategies than both the SPNϪSPN and the ENGϪSPN groups. The SPNϪSPN group preferred expressions of Negative Willingness (e. g., 'no puedo' ['I can't']), rather than the most direct strategy, the Non-Performative 'No'. The ENGϪSPN group showed a total absence of direct strategies in the second stage of the interaction, indicating a low degree of sociocultural ability to decline an invitation directly among friends in an appropriate Latin American manner. This may suggest that the interlanguage system may be less direct by nature than the L1 system. In the higher status situation (Situation 2), the respondent, who is a university professor, declines a student's invitation to a dinner to celebrate her graduation at her home. In this situation, as the respondent plays the role of an individual who has authority, fewer face saving stra- In declining the invitation to an interlocutor of lower status during the first stage of the conversation, the ENGϪSPN (5 subjects [19.2 percent; 5 cases]) and ENGϪENG (4 subjects [15.6 percent; 5 cases]) groups showed a greater degree of directness than the Spanish baseline group (1 case of Negative Willingness by a female Spanish speaker). Of the two groups whose production of directness strategies outnumbered the Spanish baseline group, it was the ENGϪSPN group which showed the highest degree of directness by using three instances of the Non-Performative 'No' (two females and one male). Example (31) shows a Non-Performative 'No'; strategy employed by one male ENGϪSPN speaker:
(31) M # 4: bueno, no, creo que tengo un compromiso con mi familia. 'Well, no, I think that I have plans with my family.'
Overall, in the first stage, the Spanish baseline group preferred mitigating the refusal (5 subjects [6 cases]). Mitigation of the refusal was also common in English baseline data (7 cases), and least common in the ENGϪSPN group (2 cases).
In the second stage of situation 2, expressions of directness were attested in all three groups. This can be observed in Table 9 . , with five males favoring this strategy. Of these two groups, the ENGϪSPN group revealed a higher degree of directness using the Non-Performative 'No' strategy (three males) more frequently than the Spanish group (one female). The ENGϪENG group showed the lowest frequency (6.2 percent; 2 cases). In general, during the first stage of the conversation, the ENGϪENG and the ENGϪSPN groups tended to use more direct strategies when declining an invitation from a person of lower status, as in a professor to a student (5 cases in each group), than the SPNϪSPN group, who favored mitigation (1 direct strategy and 6 cases of mitigated strategies [e. g., 'creo que no va a ser posible …' 'I think it won't be possible']). This indicates that the ENGϪSPN group, who favored direct instead of mitigated strategies, showed some degree of L1 sociocultural transfer in the use of direct strategies to the L2 Spanish social context.
In the lower status situation (Situation 3), the respondent, an employee of a company in Minneapolis (for the ENGϪENG group) or of a telephone company in Latin America, must decline the boss's invitation to a dinner with other members of the company. Unlike the previous situation in which the respondent had the authority to decline the invitation without any attempt to save face, here the respondent finds him/ herself in a face-threatening situation in which the refusal of the invitation may affect the respondent's positive face with the boss or may threaten his/her job in the future.
In the first stage, major differences were detected between the SPNϪ SPN group, and the ENGϪSPN and ENGϪENG groups with respect to the use of direct strategies. This is shown in Table 10 . In the second stage of the conversation, very few instances of direct strategies were attested among the three groups. This is shown in Table  11 . from a person of a higher status, it seems that the three advanced NNSs of Spanish were using almost the same strategies employed in the American English sociocultural setting. The presence of this strategy was greater in the first stage, however. Therefore, this finding indicates a transfer of L1 directness strategies to the L2 system, revealing that the ability to decline an invitation in situations of unequal (i. e., lower to higher) status has not been fully acquired by these advanced NNSs.
Retrospective verbal report
With respect to the level of directness, the speech act performance coincided with the observations of the verbal reports. The majority of the Latin Americans reported that they cannot provide a direct (or 'tajante') 'no' to the person who makes the invitation, regardless of the social status of the individual. In this respect, one male (Peruvian) speaker said that one has to provide an appropriate excuse which serves the purpose of indirectly refusing the invitation, instead of using a direct strategy such as 'no' or 'no puedo' ('I can't'). One female (Mexican) speaker, on the other hand, said that it was okay to decline an invitation to a friend using a direct 'no puedo' strategy, because friends understand. A direct refusal, however, does not appear to be the tendency among Latin Americans in unequal levels of status (higher or lower) because respondents do not want to lose face with their interlocutor. Thus, an indirect refusal disguised as a justified excuse saves face for both parties and contributes to a mutual understanding between the two parties. In general, the participants' perceptions and opinions with respect to the act of declining an invitation in the three levels of social status were congruent with the frequency of direct strategies produced by these subjects. With respect to the ENGϪSPN group, it is important to note that their perceptions corresponded more closely to the Mexican dialect (eight of these participants indicated that their Spanish had been most influenced by the Mexican dialect, one by the Bolivian dialect, and one by the Honduran dialect). In response to the question, 'how did you feel during the interaction?', 80 percent of the participants said that they felt uncomfortable, impatient, bad, forced, and even corralled by the insistence. It is possible that these speakers have not yet reached the appropriate level of sociocultural competence of how to interact according to the conversational rules of the Latin American setting. Two participants (one male and one female) commented that the interaction with the interlocutor was fine, with a minimum degree of discomfort. These two participants were the same ones that produced the most appropriate near-native strategies, displaying an advanced level of communicative competence. With respect to the level of directness, the majority of the ENGϪSPN group said that Americans were more direct when refusing an invitation. Americans speaking Spanish said that an American professor, for instance, has the power to give a direct 'no', without a justified excuse; this was also the tendency when Americans refused an invitation from a person of higher status (i. e., the boss; Situation 3). Despite these observations, the majority of the Americans said that declining an invitation in Latin America and in the United States was different: 'Americans are more direct, while Latin Americans are more flexible in their responses'. These social perceptions corresponded to the frequency and content of the direct strategies employed by these speakers. In response to the question, 'how do you think NSs of Spanish would decline this invitation?', four of the ENGϪSPN speakers (two males and two females with the Mexican dialect) reported that they did not know. This suggests a lack of L2 sociocultural knowledge, indicating that even advanced learners of Spanish, who had previously lived in an L2 setting, were not aware of the L2 sociocultural values.
Pedagogical implications
The results of the present study demonstrate that the speech act of declining an invitation in an L2 is a complex task because it requires the acquisition of the sociocultural values of the L2 culture. To achieve sociocultural ability in an L2 goes far beyond grammatical competence (i. e., knowing the rules of morphosyntax, phonology, and semantics). This study suggests that in order to effectively communicate in a second language, the L2 learner needs to acquire the sociocultural strategies used most frequently by NSs of the L1.
It is recommended that L2 instructors incorporate in their syllabi a section devoted to L2 sociocultural information including authentic videos, visits by NSs to the L2 classroom, role-play models of NSs performing certain speech acts, etc. Sociocultural knowledge of the L2 is necessary in order to notice the strategies most commonly used by speakers of the target language. In this respect, Schmidt (1993) pointed out that for pragmatic information to be noticed and therefore available for further processing, it has to be attended to and stored in short-term memory. It is further recommended that L2 language instructors and advanced L2 learners examine and practice oral and written conversations in the classroom, discussing L2 sociocultural values
Discussion and conclusions
This study reported that the three groups (SPNϪSPN, ENGϪSPN, and ENGϪENG) favored similar pragmatic strategies in declining an invita- tion; the difference, however, was in the preference for and frequency of use of these strategies. With respect to the level of directness, no major differences were attested among the three groups. The three groups, however, displayed different degrees of preference: overall, Americans speaking English were more direct than Latin Americans. The Americans speaking Spanish exhibited an intermediate frequency of directness in between the two baseline groups. The results of this study suggest that speech act patterns, including those of both the baseline and interlanguage groups, were sensitive to context (Tarone 1993) . Americans showed a higher degree of directness in situations of unequal status, whereas Latin Americans displayed a lesser degree of directness in these situations. Thus, the social status of the situation (equal/unequal) did play a role in the selection of the strategies employed in declining an invitation.
With respect to the transfer of L1 sociocultural knowledge, analysis of speech act performance and the verbal reports showed that lack of L2 sociocultural knowledge represented an important factor affecting the interlanguage system of some of the advanced NNSs. Even though the majority of these speakers displayed an advanced level of grammatical competence, the frequency and content of the strategies and the verbal reports showed that even some very advanced NNSs of Spanish did not know how to decline an invitation appropriately, nor did they know how NSs of Spanish would typically decline an invitation.
With respect to the limitations of the current study, several caveats are in order. First, the study was limited to one speech act: declining an invitation in one context (the Latin American setting). Because the sample was limited to ten participants per group (N ϭ 30), the results cannot be generalized to all NSs of Spanish or English or all advanced NNSs of Spanish. Due to the different nationalities of the Latin American speakers in this study, individual sociocultural differences may reflect culture-or region-specific speech act patterns in the act of declining an invitation. However, the sociocultural patterns of the speech act of declining an invitation displayed by these participants were similar to those of García (1992) for Peruvians. To better account for specific sociocultural speech act patterns among NSs, a larger sample of one sociocultural setting is needed. In addition, the issue of negotiation when declining an invitation requires a more descriptive analysis, specifically because it is through negotiation that speech acts (at least refusals) are successfully realized.
In conclusion, the present study has investigated the selection and preference for politeness strategies between NSs and advanced NNSs of Spanish when declining an invitation in three different levels of social status. It was suggested that the act of declining an invitation in the Latin American setting involved two stages in the conversation; it was in the second stage of the interaction where the speech act was actually realized. Finally, this study highlighted the fact that high levels of grammatical competence in the L2 do not always correspond to high levels of sociocultural ability.
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Appendix A
Oral Speech Act Data (American speakers of Spanish) Instructions:
You are asked to participate in five role-play situations. Try to respond as you would in a real situation in the Spanish-speaking country that you most closely identify with. You will read the situations in English and afterwards you will take part in a role-play with me. If there is something in the situations that you don't understand, ask me and I will explain it to you. The response to each situation will be tape recorded.
Then the tape will be played back and you will be asked some questions regarding your response to the situations.
A. Imagine that you are in (Latin American country of your preference).
You arranged to meet a friend at the library to study together for an exam. You arrive half an hour late for the meeting. Friend: You:
B. Imagine that you are in (Latin American country of your preference). This is the third time that your roommate is playing loud music at 3.00 in the morning. She and her friends are also singing and playing the guitar. You have to get up at 6.00 a.m. You talk to her to com- 
